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Month Page 

ACCOUNTING AND FINANCE 
Adding beyond the capacity of your 

adding machine d June 58 
Armstrong Cork promotes uniform 

accounting by distributors April 24 
Cutting costs with statement-ledger 

accounting machines July 17 
Does it pay to finance customers?................... April 25 
Envelope bookkeeping idea d June 57 
Equipment ledgers for correct 

depreciation d June 56 
Ledger column acts as sales barometer......d Sept. 58 
Money-saving distribution sheet... d Oct. 57 
New laws call for better accounting................. Oct. 48 
Ohio mechanizes tax collections..................... Aug. 18 
Sorting daily invoices simplified... d Aug. 46 
Standard journal entry system saves time d Sept. 58 
Time-saver in billing department... d May 56 
We found twelve places to cut office costs........June 29 
ADVERTISING AND PUBLICITY 
By your trucks you shall be known.................... Dec. 18 
Chuck holes along the advertising high- 

way. (Advertisers who make a fetish of 

inquiries. ) Apr. 33 
Control board for direct-mail campaigns....d Oct. 57 
Every delivery an advertisement.................. d May 57 
Exposing the myths about profits. (Impor- 

tance of institutional advertising in ward- 

ing off attacks on business. ) 02... ccc e Feb. 34 
Extra business from visitors. (Retailer solicits 

business from convention visitors. )............ d May 57 
Fallen idols of advertising. (Renewal percent- 

ages are not always what they seem. )............ Nov. 40 
Hormel’s first steps in national advertising s Feb. 29 
How long has your company been 

in business? d Oct. 57 
How to make a catalog sell more....................... Sept. 24 
Latest challenge to advertising. (New York 

Milk Control Act.) March 14 
Loaded shotgun shell mailing. (Trade asso- 

ciation advertising. ) d Feb. 62 
Railroad tries a new sales appeal Feb. 26 
Selling the customer’s product Dec. 49 
Six ways to stretch your printing dollav........... June 24 
Studebaker’s clown mystery. June 36 
Unique junk pile wins publicity... d Nov. 57 








Month Page 


Want a used skyscraper? (Wrecking com- 
pany gets publicity with unusual 






































slogan. ) d Feb. 
What I would do if I were a printer. (How 

printer can use his own product. )............... d April 
What I would do if I were a stationev............ d April 
BUDGETS 
Cross section budgeting brings savings......d June 
Determining profits a year ahead... Feb. 
How we sliced our overhead 58 per cent............ Aug. 
BUSINESS 

Political Aspects 

Boost more and “beef” less e June 
Business faces a new challenge. (Job security 

—by business or the government. )................. April 
Don’t fool yourself about the farmers. 

(The AAA decision and purchasing 

power of the farmer.) Feb. 
Fateful decision e Aug. 
(The) job ahead! e April 
Keep your black cats in the cellar... e Aug. 
Next eight years e Sept. 
Plan to free business from political control....July 
Scaring voters is a dangerous business........... March 
BUSINESS FORECASTING 
Sales forecast and index to American mar- 

kets. Feb. 49; March 49; April 49; May 

49; June 49; July 33; August 33; 

Sept. 49; Oct. 49; Nov. 49 Dec. 
BUSINESS MANAGEMENT 
Challenge to management. (Better busi- 

ness conditions challenge business judg- 

ment. ) e Nov. 
Does it pay to finance customers?................... April 
Duties of management executives...................... March 
Floyd Odlum—doctor of sick businesses............ Oct. 
George Wheary breaks most of the rules... Nov. 
House of Hobbs. Jan. 26; Feb. 22; March 

42 April 
How can I make the most of my 1936 

opportunities? Jan. 
Initial steps to big jobs June 
John Bates said, “Why change?” (Business 

hampered by obsolete methods and 

equipment. ) e Dec. 
Management as a factor in security values.....June 





64 


60 
61 


58 


33 


25 
18 
11 
18 


48 


11 
18 







































































Nickels and pennies by the million. (Modern 
sales and service methods build a vending 











machine business. ) Sept. 20 
Packer who dared to be different; George A. 

Hormel Co., Jan. 80; Feb. 29.0... March 34 
Raise your sights! eJan. 3 
Shainwald of Pabco May 17 
Trailer coaches—America’s newest $75,000,- 

000 business Sept. 34 





COMPENSATION PLANS—See: PERSONNEL RELA- 
TIONS—Compensation Plans and Incentives 


CONVENTIONS, CONFERENCES AND SHOWS 
At the business show. (National Business 





Show, October 19-24.) Nov. 58 
(The) business show. (The 33rd annual 
business show, N. Y. C.) Oct. 59 





Next month in business. (List of coming con- 
ventions, shows, etc.) Aug. 33; Sept. 49; 
Oct. 49; Nov. 49 Dec. 33 
Overhead at the June conventions. (American 
Management Association, National Asso- 
ciation of Credit Men, National Federation 














of Sales Executives. ) July 32 
COOPERATIVES 
Hullabaloo about cooperatives Dec. 17 
Tempest in the co-op teapot June 20 


CREDIT UNIONS 


Why is business strong for credit unions?....June 37 


CREDITS AND COLLECTIONS 
Automatic check-up for collection men............ d June 56 
Checks credit before sales demonstration....¢ April 60 
Collection idea. Jan. 56; Feb. 33; March 32; 

April 14; May 30; June 44; July 26; 











Aug. 22; Sept. 30; Oct. 32; Nov. 22... Dec. 28 
Collection idea for New Year’s Dec. 16 
Collection idea with a kick d May 56 
How we help our customers collect... Nov. 24 
Marginal strip aids collections... d Aug. 48 
Seven ways to make money with the tele- 

phone July 22 
When the new customer’s credit is shaky....March 37 


CUSTOMER RELATIONS 





Does it pay to finance customers? April 25 
Old customers are coming back Nov. 29 


Questionnaire brings back old customers....d Oct. 58 
Seven ways to make money with the tele- 











EID. siccnncictienninieiiinedstiasiansienetanncgrnsenatininmannsscrenis July 22 
Sweetening sour customers s Jan. 33 
When the customer complains Oct. 36 
When the new customer’s credit is shaky ...March 37 
Winning back the lost customer... Feb. 41 


DEALER HELPS 
Carnation-Albers advertises Christmas gro- 

ceries. (Dealer helps aid in promoting 

holiday campaign. ) d Nov. 58 
This 6-point dealer service plan really works July 18 





DEALER RELATIONS 


Armstrong Cork promotes uniform account- 





ing by distributors... April 
Better way to merchandise advertising......d Aug. 
How we help our customers collect............. Nov. 
Selling the customer’s product... Dec. 


When the dealer asks for an advertising 
IN seiihshictetninsisctivitiieiahiilabinlaiaigeiabiiag April 





DEALER SELECTION 

How we sliced our overhead 58 per cent. (An 
independent’s experience with dealers in 
the automobile field.) acdebiiesininaibnil Aug. 

DELIVERY OF GOODS 

Every delivery an advertisement... d May 

Teletyped waybills for fast S. P. freight..d Feb. 

DISPLAY OF MERCHANDISE 


One-case buyer orders a gross. (Salesmen 





help customers sell. ) May 
Reception room idea. (Combined reception 

and showroom. )................... .May 
Three ways to increase store traffic.................. Apr. 


EQUIPMENT TRENDS 


At the business show................. ee Ee ee? Nov. 
Business machines cut Cook County tax 














___ Re May 
(The) business show................... Oct. 
SN I siiaienbicenriensinticiecntcineiesiniidaiindeibadia March 
Fire protection for files... cccscceesneeceee d Feb. 
Modern metal chairs d Feb. 
New cost-cutting equipment. June 58; July 

ae ve Dec. 
New developments in record protection... March 
New devices for cost cutting. ccecccceeccoeseeee Nov. 
New devices for cutting COStS i ccccceeeeeccceen Jan. 
New equipment for salesmen. Jan. 
New ideas for cutting office costs eo May 
Three suggestions. (Time to replace obsolete 

equipment.) ... i e Oct. 
What’s new in equipment aa aaeneaneeeeeee Aug. 
What’s new in money-making equipment............ Sept. 


EXECUTIVES 














Building a manual of executive duties... May 
Duties of management executives... March 
Getting things done... e Feb. 
Initial steps to big JOS ececeeeeeeeeeeeneeeeneeeeenst UNE 
(The) job ahead! e April 
“Let me do it” complex......... Sept. 
Man who wanted to be boss March 


Three good bonus plans: for general execu- 
tives, for department managers, and for 





salesmen and agents_$_$_____. Aug. 
See also: PERSONOGRAPHS 


46 
24 
49 


44 


57 


63 
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31 
35 


26 


36 
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EXHIBITS, Traveling 





Sales rooms on wheels. (Trailers)... Oct. 20 

Salesmen who never leave their samples 
behind Dec. 42 

Showmanship that sells Oct. 14 





FACTORY MANAGEMENT 

How Kellogg cut overhead 20 per cent by 
raising wages and shortening hours... March 20 

FILES AND FILING 

Compensation system for filing clerks............ d Aug. 47 








Cutting filing costs d Apr. 61 
Fifteen short cuts in filing Nov. 20 
Filing extra large reports d Aug. 47 





“Find that letter before the boss explodes!” e Feb. 25 
New developments in record protection....s March 26 
Rack cuts sorting costs d June 56 
Sorting daily invoices simplified d Aug. 46 
Time-saver in billing department... d May 56 
We found twelve places to cut office costs....June 29 








FORMS AND BLANKS 

Book shows standard forms d Sept. 60 
Cross section budgeting brings savings...d June 58 
Form index avoids duplication d Sept. 59 
New use for inter-departmental letterheads d May 57 


Purchase record for comparing monthly 
totals d July 45 


Six ways to stretch your printing dollar.....June 25 
We found twelve places to cut office costs......June 29 




















Writing production orders Jan. 22 

GAMBLING 

Anti-gambling crusade for business July 24 
‘ Gambling: a knife in the back of business....April 17 

Gambling booms and business slumps.............. May 27 

Where do gambling profits go? June 26 

GOOD-WILL IN BUSINESS 

Capitalizing business visitors Jan. 48 





Exposing the myths about profits... e Feb. 34 
Katy’s No. 1 salesman 

(Matthew S. Sloan) March 11 
Railroad tries a new sales appeal Feb. 26 
Replacement buying begins as floods recede April 15 








HOBBIES 
Hobbies that grew into businesses... July 10 
Sales boom in hobby goods 
Three ways to increase store traffic. 

(Exposition of children’s hobbies.) _........ April 35 


JOB ANALYSIS—See: PERSONNEL RELATIONS— 
Selection Methods 


JOBBERS 
Armstrong Cork promotes uniform account- 

ing by distributors April 24 
Merchandise presented via Western Union d Nov. 57 
Store-wide paging system saves time............... d Aug. 46 











This 6-point dealer service plan really works July 
What’s ahead for wholesalers? Jan. 





LAWS AND REGULATIONS 
Can competition be regulated? (Review of 
“Regulation of Competition,” 








by Gaskill. ) e May 
Can the Patman Act be enforced? Aug. 
Chicago sales executives begin fight on new 

Patman Bill Nov. 
Dangers that lurk in state trade laws... Jan. 


Latest challenge to advertising. (New York 














Milk Control Act.) March 
New laws call for better accounting... Oct. 
LETTER WRITING 
Closing your letter with a bang! s July 
Gates Rubber better letters plan... June 
Holiday letters that leave me cold... Nov 
Keeping the spark hot in your letters............ s June 
Lighting the fuse of your letter... s May 
Old customers are coming back Nov. 
Sweetening sour customers s Jan. 
When the dealer asks for an advertising 

donation April 
When the new customer’s credit is shaky....March 
Winning back the lost customer... Feb. 

See also: SALES LETTERS 
LETTERHEADS 
We have a letterhead! Feb. 





MACHINERY IN INDUSTRY 


Amateur country savers! (How machines 





make jobs.) e May 
MAIL HANDLING 
Cutting costs in the mailing room... s June 
Trays for handling large mailings... d Oct. 
MAIL SELLING 
How to make a catalog sell more... Sept. 
Mail selling plan d April 





MAILING LISTS 

Control board for direct-mail campaigns d Oct. 
Home-brewed addressing plan d June 
What I would do if I were a printer... March 





MARKETS AND MARKETING 

Don’t fool yourself about the farmers............... Feb. 

Early reports overestimate heat and drought 
damage. (Heat and drought expand mar- 
kets for many commodities. ) Aug. 

General Mills tackles a market problem........... Jan. 

Hobbies that grew into businesses. (Hobbies 





of business and professional leaders. )............ July 
New models and better selling speed 
trailer business Nov. 





18 
40 


40 
37 


14 
17 


14 
48 


27 
32 


. 15 


33 
42 
29 
33 


44 
37 
41 


37 


40 
58 


24 
60 


57 
57 
60 
































Replacement buying begins as floods recede April 

Sales boom in hobby goods. (Reaching the 
“spare time” market. ) May 

Sales forecast and index to American mar- 
kets. Feb. 49; March 49; April 49; May 
49; June 49; July 33; Aug. 33; Sept. 49; 























14 


Oct. 49; Nov. 49 sp a Pe Dec. 33 
Shaping 1937 policies to side-step 

competition Nov. 11 
Trailer coaches—America’s newest $75,000,- 

Ee nN Sept. 34 
MERCHANDISING 
Carnation-Albers advertises Christmas 

groceries d Nov. 58 
$500,000 in quick, cash sales increase.............. June 31 
General Mills tackles a market problem. 

(Methods used to help customers increase 

bread sales.) Jan. 28 
Loan plan sells meters. (Dealers lend exposure 

meters to prospects. ) Aug. 43 





Merchandise presented via Western Union d Nov. ! 


One-case buyer orders a gross. (Helping 











dealers to move the company’s products.) May 11 
Selling the customer’s product... d Dec. 48 
Sidewalks as advertising space... d Feb. 64 
This 6-point dealer service plan really works July 18 

See also: DEALER RELATIONS 
MISCELLANEOUS 
Business fights the hijackers. (How Chicago 

business men eliminated hijacking. )........... ..Dec. 22 
Does it pay to generate your own power? 

(Experience of companies with private 

| TE eee Sept. 29 
Fellowship in business. (Value of associations 

and business friendships. ) eJuly 1 
Men, markets and methods. (Editorial plat- 

form of American Business.) ..... e March 3 
Portrait of an advertising man by his wife.....June 17 
OFFICE BUILDINGS 
I ae CN I i cntaisisnnisisinsciesianiipitnincisniiea Feb. 14 
Maytag’s tailor-made offices April 36 
OFFICE MANAGEMENT AND ROUTINE 
Book of rules unifies bank work... d Aug. 46 
Building a manual of executive duties............... May 36 
Cutting costs in the mailing room..................... June 40 
High cost of pin straightening. (Petty econo- 

mies that hamper business. )-..................e Nov. 23 
Home-brewed addressing plan............................ d June 57 
How we sliced our overhead 58 per cent............ Aug. 9 
Ideas that paid well....... d July 44 





Ideas to pass along 
Ideas worth trying 








Jewel Tea Company measured work pro- 
duction 
John Bates said, “Why change?” (Busi- 


d Dec. 





d May 5 
ree: d June 5 


» ness hampered by obsolete methods. )_..e Dec. 2 





Maintenance cards prevent excessive costs d May 
Modernized offices cut costs for Federal 


56 


INIT  ccisadicticsncéditieensinitinsiatinpiaansiamniniinnnaall Oct. 26 
New developments in record protection........March 26 
Night typing at Gates Rubber... Feb. 45 
Novel tabbed index for the telephone 

a ee Tee d July 44 
Red carbon paper saves COStS ccc d Aug. 46 
Six ways to stretch your printing dollar......June 24 
They stopped carrying water to elephants. 

(Obsolete office methods. ) e May 26 
We found twelve places to cut office costs...June 29 
What I would do if I were an office 

Sree siaicileacilsanieibaasiniieibiial March 59 
What I would do if I were the controller....March 60 
OFFICE WORKERS 
Man who wanted to be boss. ceceecseseeeeneeeee March 15 
There’s ome im @very OFC... ceeeseseeeeeeeeseeeeeeeeeee Jan. 42 
OFFICES AND STORES 
Personality in an Office eee une 15 
Reception room idea. (Combined reception 

FN. See ee May 31 

Equipment and Supplies 
Business machines cut Cook County tax bills May 35 
Cutting costs with statement-ledger account- 

Ee July 17 
“Find that letter before the boss 

IIIS iccinteccciieneisninseniicitisinetibitiatccnnnlcanieiened e Feb. 25 
RR BU i aisiisiteiccnstisiescincinnionnerininiienernisichiicsensaiel Feb. 16 
Loud speaker system speeds billing depart- 

NE iii circ ncncsicseneitintnsionsiintiinatiind d Sept. 58 
i nee Ne Sanigntl April 40 
Maytag’s tailor-made offices. eeeeeneeeee April 36 
Microphone increases restaurant efficiency d Feb. 62 
New devices for cutting costs ene Jan. 62 
No wonder the insurance man raised the rate. 

(Lack of proper equipment causes waste of 

supplies and creates a fire risk.).............. e June 23 
Novel tabbed index for telephone directory d July 44 
Ohio mechanizes tax collections.................. Aug. 18 
Payroll analysis reveals many leaks.................. d Dec. 47 
Teletyped waybills for fast S. P. freight..d. Feb. 63 
What I would do if I were the controller...March 60 
When equipment dollars do double duty.....e Jan. 25 
Wide-carriage typewriter on wheels................. d June 57 


Would it be cheaper to buy them champagne? 
(Lack of sufficient water coolers. )............ 


Lighting 


e April 2 


ae saan: Feb. 16 
Hershey’s new offices........... iscceitaiieiniieennnnitaaanil Feb. 14 
Maytag’s tailor-made offices. ene April 36 
Workshops of business. Dec. 20 
Modernization 

ae CI CD isis siscinisserisiniitinnnennecnssinei e Feb. 4 
eg CT “eb. 14 
John Bates said, “Why change?”’................ ¢ Dec. 29 
Maytag’s tailor-made Offices ecocceeeeeeeneeee April 










































Modernized offices cut costs for Federal 
Mutuals Oct. 
New fronts for old Jan. 
Office modernization survey series. March 26; 
June 40 
Personality in an office June 
They stopped carrying water to elephants. 
(Need of office modernization) 
When equipment dollars do double duty 
Workshops of business Dec. 














Temperature Control 

Farewell to action e July 
Hershey’s new offices Feb. 
Maytag’s tailor-made offices April 
Million dollar yawns e Oct. 
Prevents heat shock when leaving 

cooled offices d Sept. 
Summer office comforts July 




















ORDER HANDLING 


Cutting overhead on small orders 
Envelope bookkeeping idea 
I am an order 
Lower order-writing costs d May 
Stickers call attention to real service d Nov. ! 
Writing production orders Jan. 














PACKAGING 
How one company met the price challenge...Jan. 


PERSONNEL RELATIONS 
Building a manual of executive duties and 


standard practices May 





Business faces a new challenge. (Need for 
job security.) April 
Does business play fair with women?......... Oct. 
Does it pay to help employees play? (Em- 
ployee activities fostered by 76 
companies. ) May 
Drooping shoulders mean sagging sales. 
(Importance of correct posture. )............ e March 
Exposing the myths about profits. (Tell em- 








ployees the facts about business profits.) e Feb. ¢ 


Hormel’s fight to maintain steady em- 


ployment s March : 





How Kellogg cut overhead 20 per cent. 


(Shorter hours ; more pay. ) -cccceccceoe March 


Katy spirit—what it is, and why. 
Teaching your employees to think 
Ten steps in starting the new employee 
What I would do if I were an employer 
What I would do if I were an office 
manager March 








Compensation Plans and Incentives 
Business tackles the salary puzzle... Nov. 
Compensation system for filing clerks 
Man who wanted to quit 





Salary standards in 250 lines of business.....Dec. 

Three good bonus plans; for general execu- 
tives, for department managers, and for 
salesmen and agents 

Two dividend-sharing plans that work 





Hiring and Firing 
Business faces a new challenge. (The dis- 
missal wage. ) 





Selection Methods 


Better employees and lower turnover. 

Better worker for every job 

Experiments in job analysis 

When an employee’s relative wants a job 

Why can’t we modernize manpower? (College 
graduates as source of supply for new life- 
blood of business. ) May 


Training and Development 











What the army knows about training men.....Nov. 


PERSONOGRAPHS 
Affleck, Benjamin H.— 

Initial steps to big jobs 
Dahlberg, Bror G.— 

Initial steps to big jobs 
Davidson, J. E.— 

Initial steps to big jobs 
Grant, Richard H.— 

Initial steps to big jobs 
Holler, W. E.—Holler of Chevrolet 
Hoover, J. Edgar—Follow every clue 
Hormel, George A.—Packer who dared to be 

different. Jan. 30; Feb. 29.00... Mareh & 
Hughes, George A.— 

Initial steps to big jobs June 
Lydy, R. G.—Millions from vacant lots June 
Odlum, Floyd—Floyd Odlum, doctor of sick 

businesses Oct. 
Schnering, Otto Y.— 

Initial steps to big jobs June 
Shainwald, R. S.—Shainwald of Pabco May 
Sloan, Matthew S.— 

Katy’s No. 1 salesman ' March 
Wheary, George—George Wheary breaks 

most of the rules Nov. 


PRICE DISCRIMINATION 

Can the Patman Act be enforced? Aug. 

Chicago sales executives begin fight on 
new Patman bill 

PRICE FIXING, Resale 

Dangers that lurk in state trade laws 

PRICES 

Where will we get the money to pay higher 
prices? 

PRODUCTION 


Duplicating machine for captioning 
photographs 













































































How Kellogg cut overhead 20 per cent.......March 20 
How Otis Elevator Company reduced cost and 

errors. (Writing production orders. )..... Jan. 22 
Motorized wringer jumps production............ d Oct. 58 
PRODUCTS, New 
General Mills tackles a market problem........... Jan. 28 
Merchandise presented via Western Union d Nov. 57 
New models and better selling speed 

trailer business Nov. 33 
Shaping 1937 policies to side-step competi- 

tion Nov. 11 
Trailer coaches—America’s newest $75,000,- 

000 business Sept. 34 
PROFIT 
Determining profits a year ahead. Feb. 9 
Exposing the myths about profits.._._. e Feb. 34 
What about those profits? (Tax on undis- 

tributed earnings. ) eDec. 3 
PROFIT SHARING 
Two dividend-sharing plans that work... Dec. 12 
PURCHASING 
Big buyer urges salesmen to call.........d May 56 
Cutting overhead on small orders.............. ld Feb. 64 
Equipment ledgers for correct 

depreciation - d June 56 
Other side of reciprocity__£$__ May 24 
Pin-straightening purchasing agent. Feb. 40; 

Discussion ...... April 4 
Six ways to stretch your printing dollar. 

(How to save money in buying printed 

material. ) June 24 
QUALITY OF PRODUCTS 
How one company met the price challenge...Jan. 14 
New meals for tourists. (Proof that people 

will pay more for quality.) Dec. 37 
Popular-priced line speeds sale of quality 

goods Dec. 18 
When buyers say, “My trade wants cheap 

stuff” April 28 





RECORDS, Preservation of 
New developments in record protection......: 


RETAIL CREDITS AND COLLECTIONS 





Bigger down payments d Dec. 
Bon Marche new charge account plan........... d April 


Credit control system speeds collections.......d Nov. ! 








Keyed postcards for collecting accounts....d July 
Metal tag pleases department store 

clientele d July 
90-day open account pare eeeneeeeee d Feb. 
Seattle merchants adopt mass credit plan.....Sept. 
What are the chances of collecting old 

accounts? d July 





RETAIL MANAGEMENT 
Big buyer urges salesmen to call... d May 


s March $ 


§2 
33 


56 





Standard journal entry system saves time d Sept. 





Store closes for vacation d Aug. 
Store’s service shopping improves 
SUNIIIID seciitititicncnccaniniccanincitnenmnnadl d Sept 


RETAIL PROMOTION 


Bride’s book brings gift business............... d Aug. 
Extra business from visitors. (Soliciting 











58 
46 


. 60 


business from convention visitors. )..............d May 57 
Live monkey boosts sales... d May 57 
Pattern book creates Sales... cccccseeeeeceenes d Sept. 59 
Phantom street car aids Christmas 

NE SII eiieisinsinenecccsinsietnicetetinitsancinoon d Sept. 59 
Selling discontinued patterns... d April 61 
Sidewalks as advertising space. d Feb. 64 
Three ways to increase store traffic... April 35 
What I would do if I were a merchant............ March 62 
SALES CAMPAIGNS 
Big sales drive............... a s Jan. 30 
Hormel’s first steps in nationsl advertising s Feb. 29 
Showmanship that sells --neeeseeseeennennneeeee Oct. 14 
That summer sag: five ways to get rid of it July 13 
SALES CONTESTS AND QUOTAS 
Contest plan with an election twist.................... March 24 
$500,000 in quick, cash sales increase............. June 31 
Jig-saw puzzle sales contest. eseosseoeeeeeee- d Feb. 62 
Live monkey boosts sales. (Grocery chain 

increases sales with contest. ) 20... d May 57 
Prize contest stimulates use of salesmen’s 

presentation ................. d July 44 
That summer sag: ive ways : te get rid of it July 13 
This plan helped us put over a contest............... Feb. 33 
SALES LETTERS 
Closing your letter with a bang... July 27 
Keeping the spark hot in your letters... June 33 
Lighting the fuse of your letter... May 42 
Old customers are coming back....................... Nov. 29 
Winning back the lost customer...................... Feb. 41 
SALES MANAGEMENT 
Are employers liable for injuries to 

a Oct. 30 
Big sales drive... s Jan. 30 


Check-up plan helps dition, "(Customer 
record cards help salesmen route 
themselves. ) 


“Hit and run” salesmen. (How many accounts 





nines Le 


should a salesman handle?) 0002.0... Sept. 39 
Holler, sales manager of Chevrolet ....................Sept. 26 
Salesmen who never leave their samples be- 

hind. (Trailer coaches for demonstration 

and display of products. ) ccc Dec. 42 
What I would do if I were a sales manager March 59 

Sales Territories 
Se OU FE CR ia ierininsnitcrretinnininne Sept. 39 
How can we avoid overstuffed territories?....Jan. 38 
Ledger column acts as sales barometer....d Sept. 58 





































































SALES POLICIES 
Checks credit before sales demonstration..d April 
Does it pay to finance customers?............. April 
George Wheary breaks most of the rules........Nov. 
Holler of Chevrolet Sept. 
How can I make the most of my 1936 

opportunities? Jan. 
How one company met the price challenge..Jan. 
Millions from vacant lots. (How a chain of 25 

parking stations grew.) June 
Nickels and pennies by the million. (Policies 

that built a vending machine business. )..Sept. 
Packer who dared to be different. (George 

A. Hormel) Jan. 30; Feb. 29... March 
Popular-priced line speeds sale of quality 

goods Dec. 
Raise your sights! (Aggressive policies for 

increasing business. ) e Jan. 3 
Shainwald of Pabco May 17 
When the customer complains Oct. 36 

See also: CUSTOMER RELATIONS; DEALER RE- 
LATIONS 

SALES PROMOTION 


$500,000 in quick, cash sales increase 
Key folder grabs reader interest 
Selling the customer’s product 

Seven keys to what you are seeking 
Showmanship that sells 


SALES RECORDS 
Check-up plan helps salesmen d May 
Old customers are coming back. (Lost cus- 

tomer plans. ) Nov. 2 
Purchase record for comparing monthly 

totals d July 
Visible call reports for salesmen 



































SALESMANSHIP 
Demonstration plan jumps sales... d Oct. 
Dramatizing a sales point Jan. 
Follow every clue Sept. 
Forget the gong. Oct. 
Getting in to see busy men Jan. 
How Fairbanks, Morse and Company 
dramatized a sales program March : 
Making your point; translating ideas into 
spoken words April 
One-case buyer orders a gross.’ (Salesmen 
help customers sell.) May 
Sales presentations ; how to make them click...Oct. 























Turning price objections into reasons for 

buying Feb. 
What I would do if I were a salesman March 
You never can tell who will buy before 

you try. e Sept. 


SALESMEN 
Monologue to a salesman by his wife 











Some guys get all the breaks! 


Advance and Follow-up Material 
Advance card stunt that gets results... d March 
Office follow-up for salesmen’s prospects.....d April 
Compensation Plans 
Three good bonus plans; for general execu- 
tives, department managers and sales- 
men and agents 





Selection 
Better employees and lower turnover 
Tell-tale questions to ask a salesman 
SALESMEN’S CARS 
Are employers liable for injuries to sales- 
men? 





Courts usually hold the company liable 
even if the employee owns the car 
Expense analysis on 263 business cars 


“Hit and run” salesmen. (Drawbacks of auto- 
mobile travel for salesmen. ) 2 0--scc0--—— Sept. ¢ 


This schedule helps cut auto expenses. 
(Dartnell auto allowance schedule. )......... March 
SALESMEN’S EQUIPMENT 


Central supply of printed matter for the 
salesroom d July 








New equipment for salesmen Jan. 
Prize contest stimulates the use of sales- 
men’s presentation d July 





Sales presentations: how to make them 


click 
SALESMEN’S REPORTS 
Visible call reports for salesmen 


SALESMEN’S TRAINING AND DEVELOPMENT 
Clipping sheets pep up salesmen 





How one company dramatized a sales pro- 
gram. (Sales platform helps salesmen to 
understand their jobs.) March 
This plan steps up sales for Scott Radio 





Year-end check-up for salesmen 
STOCKROOM AND INVENTORY CONTROL 
Perpetual stationery inventory 
TAXATION 

Boost more and beef less 





Ohio mechanizes tax collections 





Three useful reference charts on the new 
taxes Aug. 
What about Social Security taxes? Dec. 
What about those profits? (New tax on undis- 
tributed earnings. ) 








Where will we get the money to pay 
higher taxes? 


TELEPHONE IN BUSINESS 





Seven ways to make money with the 
telephone 











